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What is  business as usual

1787 – to 2010

The United States declared its independence in 1776.  However, it didn't become an operating country until 1787 
with the ratification of the U.S. Constitution.  Since 1787 to 2009, 222 full years have passed and we are in our 
223rd operating year.  Since our beginning, the United States has experienced 5 catastrophic Depressions, 16 
major recessions, and 12 major wars, totaling 160 years.  Another way to put it is that over 70% of the total time 
time we've been an operating country, “Business as Usual” in the United States has been Turmoil 70% of the time. 
That's right there's nothing new in what is happening today with our depressed economy.  While there are some 
new circumstances that were not present before, what we're experiencing is more normal than not. That doesn't 
mean, however, that millions of Americans are being hurt and that thousands of businesses are being lost because 
of the economic unrest we are all experiencing.  The point is that we we must learn to exist and yes thrive 
regardless of the economy with it's perpetual ups and downs.  We must learn to conduct business during these 
times because it's probably not apt to change anytime soon.   

Interestingly, it's not the bad times in which we fail, it actually occurs during the booms, we just don't realize.  Why, 
as individuals, we take more risks, we spend more money, we do not put checks and balances on ourselves 
because despite our actions, things just keep rolling along.  Likewise, in business we are making money in spite of 
our lack of discipline and yes, common sense.  The prevailing mood is that “it's different this time, we can't fail”.  In 
reality, it's never different.  It's during the booms that you must be the most worried.  You must check your 
impulses to over spend, over commit, and sign long-term contracts which obligate you to payments that next year 
could put you under because of economic calamity.   It's during the booms that you must follow a conservative 
protocol, in your personal and business life.  One thing is for sure.  If you're conservative during the boom cycles, 
the chances of you participating during the bust cycles are greatly, if not completely, reduced.  Let's face it, if we 
want to be safe 100% of the time, we might have to steady our greedy nature during the good times.  In other 
words, by growing steadily during the good times keeps you on course during the busts.

Current Economic Conditions – How does it effect dentistry?  

As we review the current economic conditions facing everyone in the United States, it's a good idea for 
you to see first hand exactly what's happening second by second to our economy.  The following link 
will load the US National Debt Clock, which is very revealing.      http://www.usdebtclock.org/   

We've discovered that Business as Usual in the United States is Turmoil 70%, it is still of the utmost importance to 
know exactly where we are currently so that you can position the practice strategically to get over the current 
economic hump.  By the way, it's not going to get better for a few years so you'd better be prepared.  

Below I've outlined some of the areas of immediate concern about which you should be aware.

1. National Debt versus GDP – Our current National Debt is $12.9 Trillion and our total Gross Domestic 
Product, all of our economic activity within the United States, is $14.2 Trillion.  The Debt to GDP now 
stands at 91%.  This is a very interesting number because only one other time in our history has this been 
higher, which was after World War II, when it stood at 114%.   In 2010, it is expected for the debt to grow 
by another $1 trillion, which will make the debt to GDP stand at nearly 100%.  When we have such high 
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debt, the government will have little choice but to either raise taxes to pay it down, or print vast quantities 
of money to pay the debt.  Both solutions affect dentistry in that when taxes are raised, which is more than 
likely affect all citizens, money is taken out of the economy and that means less to be spent on goods and 
services, DENTISTRY.  If the government prints vast quantities of money, the inflation rate will skyrocket 
which will cause a massive disruption in the economy.  There is a third option for the government to 
reduce debt and that's a sovereign default.  The U.S. Government merely walks away from its foreign 
debt, which will leave the World in a state of chaos.  While I don't ever expect that we will do that, it is an 
option which many countries take to reset their debt.  This would upset such countries as China, Canada, 
and many of the Middle Eastern block countries that have invested in the United States.  

2. Private Debt, Mortgage Debt, Credit Card & installment debt.  The the total private debt of over $16 trillion 
dollars of which $14 trillion is mortgage debt, $864 billion is credit card debt, and the balance is installment 
debt.  According to economists at Harvard University, in order for consumers  to get back to equilibrium, 
they will have to reduce this debt in half.  That means that over $8 trillion dollars must be reduced from the 
existing debt in order for us to be healthy.  

We have a couple of choices in making this happen, we can make every effort to retire the debt by cutting 
back spending on new items or we can walk away.  The current recession which is supposedly ending 
according to most economists, has been with us for nearly 2 years.  In that time frame consumer debt has 
been reduced by only $150 million.  We have a long way to go to get to $8 trillion.  Given the fact that the 
government will start imposing restrictions by raising taxes, the amount of discretionary dollars available to 
consumers to reduce existing debt will be next to impossible.  Therefore, it's my prediction that there will 
be a continued propensity for consumers to walk away from their debts.  

Defaulting on existing debt is actually more healthy than trying to pay it off.  Why?  Well the answer is 
simple.  Consumer spending amounts to 70% of the entire economy. We cannot afford to constrict 
consumers from driving the economic engine by imposing more taxes and paying off massive quantities of 
past debt.   However, walking away from existing debt has a huge impact on the economy because it also 
stalls the economic engine.  Vendors, banks, businesses that are owed money, will be forced out of 
business if the consumer walks from its obligations.  Defaults will shock the economy and we will certainly 
see a major downturn for 1 or 2 years, many business bankruptcies will occur and the unemployment rate 
will raise.  However, there is a light at the end of the tunnel with this.  We will go through two to three years 
of recession/depression then we will reach equilibrium and the economic engine will begin a sustained 
recovery.  

Businesses that did not participate in loaning money to consumers, will not be affected as much because 
once consumers, especially those who are employed, walk away from their debts, they will be able to 
spend money on the front end.  Consumer spending under these conditions means that most purchases 
will be in cash because credit will be very difficult to get when a consumer has defaulted on past debts. 
Dentistry will suffer less under these conditions however. 

I have a prediction on consumer defaults.  I predict that the government will declare a credit amnesty to 
consumers who have had bankruptcies and foreclosures against them over the past 3 to 5 years.  Why? 
Because in order to keep the economy healthy, it will be necessary to loan money to consumers.   Just 
because a person has walked from debt doesn't mean that they can't afford some installment loans to 
repurchase items.  I have a further prediction however.  I believe that the new consumer will limit their 
credit purchases and will get back to basics by purchasing items that they can afford.

3. Unemployment -  unemployment in the United States is measure rather loosely and can be very 



misleading to the ordinary American.  When the government says we have 9.7% of the U.S. Workforce out 
of work, they are only taking into account those unemployed workers who are collecting unemployment. 
There a difference between the government's idea of unemployment and what's true.  The True 
Unemployment rate not only takes into account those workers drawing unemployment, but also those who 
have fallen off the unemployment roles and no longer qualify to collect unemployment from government 
channels.  When we take into consideration those workers who have fallen from the unemployment roles, 
those workers who want to work full-time, but could only obtain part-time employment and those who are 
collecting unemployment via government channels, we see a true unemployment of over 17.7%.  With a 
total workforce of nearly 140 million workers, we are looking at nearly 23 million people who are either 
unemployed or marginally employed.  It's also necessary to take into account those workers, such as Real 
Estate Agents, Auto Sales People, and many other straight commission workers who are employed in 
professions that are out of favor with the current consumer.   If we focus just on the 23 million people in 
the real unemployment picture, and extrapolate the number to 2.1 people per household, we see that over 
52 million people are being directly affected by the unemployment rate.  That represents over 35% of the 
households in the United States.  When 35% of the households are having difficulties with paying for their 
essentials, businesses like dentistry are directly affected.

4. Bankruptcies –  As we add to the unemployment rate, we see its effect on bankruptcies and foreclosures. 
So far in 2010, we've seen bankruptcies at over 403,000 per month which means that at the current rate 
there will be around 4.8 million filings this year.  With each filing, there is a family that is starting over, 
whose lives have changed.  The way they conduct business, and buy new items will set a tone for their 
future and how they will handle simple things like going to the dentist.

5. Foreclosures – We are expecting to have over 6 million forecloses through 2010 since the beginning of 
the current recession.  If people who can afford their homes begin walking away from them because the 
home values have dropped so low that getting back to even just isn't feasible, we could see the 
foreclosure rate jump from 6 million to 8 million.  Please see my blog article at the back of this packet 
explaining why it may be very possible reality to walk from your existing home.

Posteriority is by far the biggest reason why businesses fail or just do not grow.  Why?  Let's look at the definition 
of POSTERIORITY.

“There is only an hour in an hour.  You can only accomplish so much in that hour.  When you add on more item 
than can be done in that hour, something must take the rear.”

When you think of a dental office there are so many things that need to be accomplished that it's no wonder that 
the dental team can't do them all.  As a result many critical tasks are left off the “To Do” list for another day. 
Unfortunately, “another day” seldom comes and before you know it, there are problems looming that could have 
been prevented if you had the time.  

The next two items were not covered in my short lecture, but you all received the book “The Magic of Business 
Charisma”.  These two chapters are covered in detail and I recommend that you read them both.  They are critical 
to your business success. 

3. Understanding the change equation & why you cannot not move forward without it.
    We talk about the 4 psychological  mindsets that can subconsciously sabotage the best
     intentions for change.  That's why only 1 in 100 actually move forward.  Who will it be?

4. The dental team and why it doesn't exist 
    I show that TEAM is the most overused word in business today,  I give you tips on how
    to get it back and keep your business competitive.



    a. The tryout
    b. The season
    c. Conditioning
    d. Being cut



Guiding Principles for all economies

1. Get Back to Basics and Work Smart
• Think before you act
• Take the opposite approach to the current logic
• Check yourself, don't let greed and gluttony rule

2. Get Organized
• The functions List – See the Functions List attached to this document in the – Exhibits 

Section

3. Make Money without adding new patients
• What is expense management?
• What is a spending Protocol?
• What is a capital purchase plan?

4. Solve the compromises (See Magic of Business Charisma)
• What do your patients have to do to become your patients

◦ Pay your money
◦ Come in on your time-frame
◦ Accept the pain you dish out
◦ Accept the degree of safety

5. Develop relationships (See Magic of Business Charisma)
• Apples
• Water
• Clocks
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Thriving in Any Economy  
Get Back to Basics 

and 
Work Smart
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Surviving Any Economy
Eliminate POSTERIORITY

7 Guiding Principles that don't change
    1. Know what you do
    2. Manage your expenses
    3. Watch Capital Purchases
    4. Solve the Patient Compromises
    5. Develop Strong Patient Relationships
    6. You can't do it on your own (The Coach)
    7. Reduce Menial Tasks
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Know what you do

Functions List
● When in Doubt, write it out
● Brainstorm
● List ALL Functions
● Assign Responsible Party, Alternate
● List Action Intervals
● Divide into major categories
● Enter list into spreadsheet sort by R.P. & Time
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Functions List Worksheet
Category Function                                     Resp. Party        Alternate   Frequency
New Patient

                              Schedule New Patients                              Mary Ralph Daily

 Send “Save the Date” e-Mail                      Mary Ralph Daily

 Send out Welcome to the Practice LTRs

 New Patient Surveys

 New Patient HIPAA

 New Patient Interview

 New Patient Walk Through the Practice

 Initial Patient Education

 Initial Examination

 Tracking New Patients  
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Manage Your Expenses

● At a 65% overhead, Save 7% - Adds 20% to the bottom line.
● If revenue drops $100,000, reduce Expenses 9% produces 

the same profit 
● Make rules for spending (Awareness)
● Negotiate Everything - Professional fees, consultant, Leases

● Reduce Credit card processing fees
● Electronic Claims processing
● CE Travel and accommodations
● Overtime and Part-time expenses
● Lab and supplies 
● Leverage Marketing Costs
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Revenue OH % OH$ Profit Save % New OH New Profit Increas $ % inc

$500,000 65.00% $325,000 $175,000 7.00% $290,000 $210,000 $35,000 20%

$550,000 65.00% $357,500 $192,500 7.00% $319,000 $231,000 $38,500 20%

$600,000 65.00% $390,000 $210,000 7.00% $348,000 $252,000 $42,000 20%

$650,000 65.00% $422,500 $227,500 7.00% $377,000 $273,000 $45,500 20%

$700,000 65.00% $455,000 $245,000 7.00% $406,000 $294,000 $49,000 20%

$750,000 65.00% $487,500 $262,500 7.00% $435,000 $315,000 $52,500 20%

$800,000 65.00% $520,000 $280,000 7.00% $464,000 $336,000 $56,000 20%

$850,000 65.00% $552,500 $297,500 7.00% $493,000 $357,000 $59,500 20%

$900,000 65.00% $585,000 $315,000 7.00% $522,000 $378,000 $63,000 20%

$950,000 65.00% $617,500 $332,500 7.00% $551,000 $399,000 $66,500 20%

$1000000 65.00% $650,000 $350,000 7.00% $580,000 $420,000 $70,000 20%

$1050000 65.00% $682,500 $367,500 7.00% $609,000 $441,000 $73,500 20%

$1100000 65.00% $715,000 $385,000 7.00% $638,000 $462,000 $77,000 20%

$1150000 65.00% $747,500 $402,500 7.00% $667,000 $483,000 $80,500 20%

$1200000 65.00% $780,000 $420,000 7.00% $696,000 $504,000 $84,000 20%
$1250000 65.00% $812,500 $437,500 7.00% $725,000 $525,000 $87,500 20%
$1300000 65.00% $845,000 $455,000 7.00% $754,000 $546,000 $91,000 20%

Reduced Overhead by 7%
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Watch Capital Purchases

● Beware of Impulses
● Negotiate Everything (can you walk away, people, time, & money)

● Avoid Long-Term Contracts
● Pay cash if you can
● What is the ROI?
● What is the “mean time between failure” rate?
● What are the hidden costs? (shipping & handling)

● Does the dental team have the ability to meet the capabilities? 
Training is important

● What are the Psychological Mindsets? fear can create subconscious 
sabotage
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Solve the Patient Compromises

● What patients must do to be your patients
● The key to all marketing campaigns
● Money
● Pain/Fear
● Time
● Safety
● Allows you to develop a theme
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Develop Strong Patient 
Relationships

● 3 Laws to relationship building
– Find the Apples
– Don't let your Water be off
– Clocks plus 6 = Chaos
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Get a Caddy & Coach
When you live in a Mill Town!!

1. A coach helps you stay straight throughout your career.
2. A coach must understand marketing, practice management,
3. A coach help with strategic planning, implementation, and 
ongoing monitoring.
4. A coach must be able to keep current and know when to 
recommend modifying the existing strategy to meet the current 
business climate so that you don’t get caught by surprise.
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Incorporate Practice 
Management eXtended Tools

PMX

Reduce Menial Tasks
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PMX Tools
Control POSTERIORITY

● Software that uses your existing PMS
● Monitors all transactions and takes action as 

required
● Automates all recall, confirmations, surveys, 

practice analysis.
● Automatically sends emails, text messages, 

postcards, letters, outbound calls
● Sends marketing pieces to prospects
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Conclusion

● Make a list of all the functions
● Manage your expenses
● Watch Capital Purchases
● Solve the Compromises
● Develop Relationships
● Get a Caddy & Coach
● Incorporate PMX

http://WWW.justsayplz.com/
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Functions List Worksheet

Category Function Resp. Party
New Patient Schedule New Patients

Send “Save the Date” e-Mail

New Patient Surveys
New Patient HIPAA
New Patient Interview
New Patient Walk Through the Practice
Initial Patient Education
Initial Examination
Tracking New Patients

Recall Patients
Send out Recall Due Postcards
Outbound Recall calls
Send Recall Past Due Recall Postcards
Make Past Due Recall outbound Calls
Prepare Recall Newsletter
Update Recall Confirmations
Printing Postcards
Stamping Postcards
Mailing Postcards
Handle Recall Past due Post cards
Handle Recall Past due Letters

Restorative Patients Schedule Restorative Patients
Create “Save the Date” information
Outbound confirmation calls
Update Appointment Book Confirmed
Post operative calls

General Patient Handling Meet and Greet the Patients
Update Appointment to “Check IN”
Update Appointment to “Check OUT”
Fill Canceled Appointments
Fill Other openings
Send Restorative Patient Surveys
Walk out Statement
Print other Patient information
Bill Insurance
Collect Co-Pay Cash or Check
Collect Credit Card Payments
Treatment Plan coordination
Set up Payment Schedules
Update Patient Chart with current information
Obtaining signed HIPAA documents

Send out Welcome to the Practice LTRs

Schedule Pre-Appointed Recalls
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Follow up on HIPAA documents

Office Preparation Set up the reception area
Set up Front Desk 
Pull Charts
Put Charts away
Clean Staff Lounge
Inspect Bathrooms
Inspect Lab
Inspect Consultation Area
Inspect Signage
Inspect Outside of office
Inspect Sterilization Area
Sterilization of appliances

External Marketing Functions Prepare Practice Portfolio
Create Yellow Page Ad
Follow up on yellow page ad
Prepare Monthly news releases
Work on TV Advertising Spots
Work on Web Site 
Update Web Site
Work on Direct Mail Campaigns
Update Direct Mail Campaigns
Speaking at events
Company Letterhead
Company Logo
Company Brochure
Envelopes
Stationery
Business Cards
Tracking Marketing Results
Place ads into magazines
Create Newspaper Ads
Create Video Clips
Internet Search Placement
School Presentations
Appear at special outside events
Speak at service clubs

Daily Posting Functions Day End Close Out
Day Sheets
Daily deposits
Daily Statements
Daily Insurance Billing
Post Patient Payments from Mail
Post Insurance Payments

Ensure Operatories are set up for each patient

Doctor and Team CV's
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Process patient adjustments
Post Credit Card Transactions
Daily Deposit Slip

Purging Charts

Collecting New Credit Card Expiration Dates
Baking Cookies
Interviews New Patients
Performs Patient Imaging

Patient Consultations
Collecting e-Mail Addresses 
Opens Office in Morning
Closing the Office in the evening
Credit Card expiration updating
Follow up on Consultation Appointments
Collecting e-Mail Addresses
Updating Patient Records
Primary Phone Answering
Pull Patient Charts
Handle inbound phone calls
Chart Audits
Deactivating Charts

Meetings Prepare Morning Huddles
Prepare Weekly Meeting
Prepare Monthly Meeting
Lead Morning Huddle
Lead Weekly Meeting
Lead Monthly Meeting

Collections Processing Accounts receivable collections
Insurance Receivables
Collection Accounts
Follow up on Bad Checks

Purchasing Order new dental supplies
Order office supplies
Purchasing hand pieces
Ordering Uniforms 
Ordering Name Tags

New High-Technology Equipment
Furniture 
Groceries
Purchases New Pictures for the practice
Ordering New Paper Charts
Magazine Subscriptions

Insurance Pre-determinations

Pre-med communications

Performs Intraoral photos

New Operatory Equipment
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Practice Movies

Outside Lab
Lab follow up
Ordering Lab Work
Performing Lab functions

Accounting Accounts Payable Processing
Payroll Processing
Quarterly Taxes
Payroll tax deposits
General Ledger
Year End Tax Preparation
Year End Tax Filling

General Management Office lease
Disposal of medical waste
OHSHA Compliance
Exit Plan for Fire and Emergencies
Updating Permits & Licenses
HIPAA Compliance
Practice Fee Profile
Develop On-hold Message
Develop the Phone Scripts
Employee Human Resource Coordinator
Employee CE
Doctor CE
Employee Travel
Doctor Travel
Company Vehicles
Janitorial
Performance reviews
Attending CE events

Maintenance of Equipment Maintaining X-ray equipment
Maintaining Practice Maintenance Log
Maintaining Computer Equipment
Maintaining Telephone Equipment
Updating Computer Software
Sterilization equipment
Nitrous Oxide Tank
Air Compressor
CEREC, E4D

Digital X-ray
Laser

Patient Education

Lab Laison

Intraoral Camera

Diagnadent
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Building Maintenance Building repairs, paint, cleaning, roof
Building Landscaping updating

Employee General Functions Hygienist
Assists Doctor
Front Desk
Treatment Coordinator
Assists Hygienist
Updates the Celebrity Wall
Special practice correspondence
Responsible for TV's
Insurance Benefits expiring letter
Reactivation Letter

Internal Marketing Send out Birthday Notices
Send out Newsletters
Create Practice Newsletter
Thank you for referring letters/cards
Demographic Analysis
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Alternate Frequency
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Coaches and Caddies, an essential part of you business success , by Ralph Laurie, March, 2010 

In golf, one of the most humbling of sports, the pros don't play any game without a caddy.  You know the guy who carries 
the bag,  and gives insightful  advice and moral  support.  The very best  golf  professionals also have coaches that 
continually guide them, review their swing, ensure that they don't develop bad habits, and help make their professional 
life more effective, efficient, and yes, more profitable.   Professional golfers are in the practice of refining their game so 
that they can be the very best at driving long distances, maintaining accuracy, and  finessing their shots for the purpose 
of shooting the lowest score possible.  Caddies and coaches are at the pro's side throughout their entire career. Why? 
Because the very best players know that they can fall into bad habits at anytime and require someone besides their 
intuition to keep them on course. 

Just like golf professionals, we need caddies and coaches to help keep us from falling into bad habits.  In my career 
however, it took me 15 years to realize it.  Why? Because I generally had a lack of trust for consultants.  I didn't think 
that they knew more than I knew about running my business.  Plus, I thought they were so expensive that I couldn't 
afford to retain them.   I was wrong, it wasn't until I had someone who wasn't working in my business  to keep me on the  
path to success that I actually achieved it. Selecting the right coach is not an expense, it's an investment that pays 
dividends for your entire life. But, how do you find someone you can trust, who has a fairly well rounded knowledge of 
your business, and one whose fees are not only competitive, but will give you such a great return on your investment 
that actually makes spending the money fun. This is not an easy task, but I've listed some tips below that might help you 
in your search.  Before we start however, I need to let you know that I'm not applying for a job.  I'm not a caddy, a coach, 
or any type of consultant.  I'm merely offering to share some advice, that I hope you  will consider. It could change your 
life.

Coaching is Single Dimensional
The very first thing that you must consider is the degree of coaching you want to have before you begin your searching 
process.  When you consider all of the processes that are involved in running a successful dental practice, it's important 
to find a coach or a consulting company that can help you develop, implement and maintain each process.  Running a 
dental practice, as you know, is no easy task.  Your coach must be able to guide you in attracting new patients, retaining 
existing patients, and resurrecting patients that have fallen through the cracks.  It is nearly impossible for you and your 
team to keep your eyes on all of these functions.  Once you discover this, then you can proceed to the next step.
Experience  
When selecting anyone to help you out with your business, it is a good idea that you select a candidate that has plenty 
of  experience in running a dental practice. How long has this coach or company been around the dental industry.  What 
knowledge and real world experiences do they offer?  It's important to review what they can do for you.  It's one thing to 
be around for a long time and yet another to actually have proven experience.  When interviewing a prospective coach, 
you  need  to  ask  about  what  experience  they  bring  in  the  areas  of  Marketing,  in  Managing,  in  training,  in 
Implementing, and in Monitoring the processes that they will established.  Ask, “who will help in each area? Where is  
the coaching done? When or  how frequent  will  you either  see or  speak with  the coach?  How do you go about  
implementing these processes?  How much time do you need to take away from your practice in order to get started?  
What about the dental team?  How do you go about mitigating their fear?  What types of training programs do you offer?  
Red flags should be raised when the same person has extensive marketing experience, will also organize the hygiene 
department, set up the strategic management plan and teach phone skills to the team.  Beware of the  “Jack of All 
Trades, A Master of None” syndrome.  I'm not saying that some coaches are really good, I just question whether they 
can do it all.  Therefore, look for a coaching team that can bring all aspects of running a practice to the table. 
I've got a very detailed questionnaire that I'd be glad to send you that helps in finding the right coach to meet your 
needs.  Simply write to me at Ralph@JustSayPLZ.com and I'll get it right out to you.   

mailto:Ralph@JustSayPLZ.com


Testimonials

Part of interviewing a consulting firm or a single coach involves speaking with at least 3 references of past or current 
clients.  Also, anyone over a year old is not someone who can offer the most up-to-date assessment of the coach's 
performance.  Some questions to ask involve, what kind of experience has it been to work with the coach?  What did  
you absolutely love about the experience? What would you change about the experience? Did he/she work well with the  
dental  team?  Was/is  their  service  worth  the  money  you've  paid?  I  have  several  more  questions  to  ask  on  my 
questionnaire.   

How Current are they?

There is nothing more devastating than a coach who is not up to date with the industry, business, communication, latest 
technologies, and marketing practices.  It's essential that you research what topics and areas the consultant covers and 
make sure it meets your needs today.  You don’t want to sign up with someone only to find they are teaching scheduling 
with a peg board or can’t talk about how to maximize technology outside of a dental chair.  Make sure the consultant is 
always learning and growing, just as you plan to do.  Ask about what books they've read recently? What courses have 
they taken in the last year? Nothing bugs me more than a person who professes to be an expert but hasn't read a book 
since college graduation.  
 
What is the investment?

Not only do you want to find out the fees, but the length of time the consultant plans to work with you.  It’s advisable to 
look for a consultant that is not just providing a quick fix to a long term issue, rather look for someone who can help you 
implement all the information you gather from the web, seminars and your own experiences. In my humble opinion, the 
person or company you select, should become your caddy, and your coach for life.  Remember that without someone 
watching out for your well-being as well as your businesses processes is essential to your long-term success.  Other 
important questions to ask.  How do I pay for the services rendered? Monthly, up front, financed through a third party?  
What if your strategic plan does not work for my practice, is there any form of guarantee?  This is the question that can 
really distinguish those successful  coaches from those who have plenty of  ideas, but can't get them implemented. 
Remember  however,  most  of  the time when a coach fails,  it's  because the practice  doesn't   follow the plan.   My 
questionnaire has several more questions to ask in this area.

Implementation
As my good friend Cathy Jameson, co-founder and CEO of Jameson Management says,  “The difference between 
information and success is implementation.” The absolute best coaches make a plan, implement the plan then 
monitor  the results  to ensure that  you are  moving forward.   Find a consultant who is  going to help you use and 
implement the vast amount of information that can be given during a seminar or consult.
Summary

1. Everybody needs a caddy and a coach
2. A coach helps you stay straight throughout your career
3. A coach must understand Marketing, Practice Management, Strategic Planning, Implementation, and ongoing 

monitoring.
4. A coach must be able to keep current and know when to modify the existing strategy to meet the current 

business climate so that you don't get caught by surprise.

Email me at Ralph@JustSayPLZ.com and receive a comprehensive questionnaire that will help you select you business 
life coach.

mailto:Ralph@JustSayPLZ.com


5 THINGS TO EVALUATE WHEN CHOOSING A COACH

By Kathleen O’Donnell, MA, VP of Coaching

There is no doubt about it---it can be a rather daunting task to select a dental 
practice management coach!  There are many great dental coaches out 
there.  But how does a doctor distinguish among the greats to find the best 
match with his or her practice?   Here are 5 key areas to evaluate when 
choosing a dental management coach for your practice-----

1. Reputation--- How well known in the dental community is this person or 
firm?  Ask for references and contact three or four who work with them 
now.  Check out their website and look for links to other reputable dental 
firms.  Ask how long this coach has been in business and don’t let your 
practice be their training ground!

2. Uncovering your needs and your team’s needs – Have some preliminary 
conversations with the coaches or coaching firms you are evaluating. 
How well do they seem to understand your goals? How are they going to 
uncover your needs as the practice owner(s)?  What methods will be used 
to evaluate your practice operations and the individual needs of your 
dental team?  How will they tailor their approach to fit YOU?   Insist on 
nothing less than an extensive, comprehensive, in depth, on-site 
evaluation prior to getting engaged in a full consulting and training 
project.  It is important that a relationship be built right from the get-go 
and that client-coach relationship be nurtured throughout the project.

3. Blend of hard and “soft” topics – Frequently dentists want just the core 
topics that will zero in and fix a few specific problems in their practices. 
They may view communications training as a “soft” approach that won’t 
solve things like voids in the schedule.  Be certain that the coach or 
coaching organization you are weighing is capable of integrating these 
vital areas like active listening (the basis for handling patient objections) 
and  positive disagreement and effective confrontation (to change 
patient behaviors and reduce voids in the schedule)—just to name a few. 
You cannot ignore the power of inter team and patient communications.

4. Measuring progress and follow through – Ask the coaches you evaluate 
what ways they will measure and report on your progress.  Are they using 
efficient technology to track your critical practice numbers and then 
follow through with impactful coaching sessions with you and your team 
to guide you to actions to boost results?  Make sure they have a track 
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record of providing comprehensive written reports after coaching sessions 
that give specifics you and your team members can use to action plan. 
Ask to see some samples from former clients.

5. Financial flexibility – How many options does this coach or coaching firm 
have to make your investment in a coaching project fit your budgetary 
needs?  When you are checking references, quiz those dentists about this 
aspect of their service.  Look for a coach or a coaching firm with financial 
stability who has your best interests in the forefront and not just their 
bottom line.

Choosing a coaching relationship is a major step in the development of any 
dental practice.  Approach it with careful consideration to insure a win/win, 
long term relationship that will help to propel you to success.
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20 Questions to ask Potential Consultants Also read the two articles on coaching to 
prepare yourself for your search.

1. What is your background?
2. Do you have a dentist on team?
3. How much experience do you have?
4. How many clients have you worked with?
5. What areas of the country do you work in?
6. What is involved in my coaching project?
7. What do I need to do?
8. What kind of Return On Investment should I expect?
9. What areas of Practice Management do you cover?
10.How many consultants work with you?
11.How do you choose what consultant works with me?
12.What is the investment?
13.How do you determine the investment?
14.Do you have a guarantee?
15.If so, what is the guarantee?
16.What kind of monitoring and follow do you do?
17.How do you monitor my progress?
18.What kind of access do I have to my coach?
19.Do you cover clinical as well as business?
20.Is marketing included?



This is a collection of blog postings from www.ralphlaurie.com  Please feel free to log in and subscribe by putting 
your email address on the right hand side.  My blog will come directly to you.

It doesn't get any better than this.  You've got to watch this video which was sent to me by my good friend Bob 
Rondeau.  This reveals why banks might just be reluctant to help existing homeowners refinance their existing 
mortgages in lieu of being foreclosed upon. 

Watch Video

http://www.thinkbigworksmall.com/     

 
Ralph's Rant April 7, 2010 

Last year, the United States reported over 2.5 million foreclosures and so far in 2010, it is expected to top last year's record.  I 
don't understand the reason for the high amount of foreclosures.  I'm going to bring in a real life example of a home that was 
foreclosed upon where the owner could afford the payments, but the value of the home had dropped over 50%.  In fact, the owner 
had a $235,000, 7.5% interest only mortgage, and the home finally sold at foreclosure for $104,900,  a  55.4% drop in value.  The 
question is why did the owner lose the house?  In this case, it made no sense to hang on to a property that would never regain its 
value in his lifetime.  He could not refinance the mortgage, because the new loan to value would be 80% of $105,000 or $84,000.  
In order to reduce his interest rate to 4.5%, 30 year fixed, he would have had to put a down payment of $151,000, nearly $50,000 
more than the total appraised value.  He tried to reason with the lender to reduce the value of the home and make a new loan 
based on a $25,000 premium over the appraised value, but they wouldn't listen.  So, he was willing to avoid the foreclosure 
proceeding, save the lender all the costs of attorney's and pay $130,000 for a home worth $105,000.  But, the lender turned him 
down and sold the house for $104,900.  In other words, the lender forced the foreclosure and sold the house for $25,000 less 
than the existing homeowner was willing to pay. Is there something wrong with this picture?  You bet there is.  Ask yourself, why 
would a business select to lose $25,000 more than they have too? 

In this blog, I reported on February 12, 2010, (review the video if you can stand the message), that some banks are being 
reimbursed the total original value of the by the FDIC.  I can't prove that most banks are, however, something is happening that 
causes bankers to foreclose when there are options to keep the existing buyers in the home at a value that's actually above what 
the house will sell for at auction.  What is it?  I just don't know but I intend to find out. 

We can avoid the millions of foreclosures if the bankers and homeowners get together and renegotiate the existing mortgages.  
Those who can't afford their existing loans, in many cases will be able to afford the new assessed value.  The renegotiated loans 
will be more than the actual house would sell for at auction, but, the existing homeowner will retain their credit rating, and not 
have to move to a new location, which will save them money.  The banks, in theory, will make more money, and avoid the huge 
burden of the foreclosure process. 

Because these home values are renegotiated at the new values, new homes will be built based on the new appraised values in a 
particular geographic area.  With less inventory of foreclosed homes, new homes will be very desirable and affordable for those 
who desire new homes.  This will stimulate construction of new home sub-divisions for new home buyers, especially those who 
are trying to buy their first home.  It's just good business, Right? The only gotcha in this process is the TRUTH... Why are the 
lenders letting homes foreclose when they don't have to? 

More later. 

Ralph Laurie 
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Ralph's Rant, April 9, 2010

Are you totally up side down on your home?  If you are it might be time to walk away even if you can afford to make the payment.  In fact, 
especially if you can afford to make the payment. Frankly, the government programs that have been instituted won't work for the majority 
of the property owners.  If you don't believe me read the news.  In Arizona, the new so called bailout is estimated to help only 4,000 
foreclosed properties out of a total of 50,000 on the block this year.  The proposed bailout has so many conditions and strings attached 
that most folks can't qualify.  It might be time to bail yourself out.  Let's just look at the example I wrote about in my last rant with a small 
twist to it.  The actual property owner in my first example had a mortgage interest rate of 7.5% with interest only.  Under such conditions, 
there is no payback time frame until the house sells.  In the example below, I use the same mortgage amount and the same home value 
as my example, but I changed the the mortgage to a 30 year fixed rate at 6.5% interest.

Mortgage Value: $235,000
Current  Value:   $105,000
Loan Type: 30 year fixed rate, at 6.5%

With a 30 year mortgage at a rate of 6.5%, your monthly payment without property taxes and insurance is $1,485. That means that during 
the life of the loan, you will have paid a total of $534,730 with interest of $299,730.

Traditionally, home values grow at an average rate of 3% per year.  It's expected that over the next two years housing prices will stabilize 
and we will see no annual growth until year 3. Using the example above, it will take until 2039 to break even on the original mortgage.  
And, if you are paying $1,485 a month on a home that is valued at $105,000, you are paying $821 per month too much because your 
monthly payment should only be $664. Therefore, over the life of the loan, you are paying $295,809 more on this property than you 
should. It just doesn't pencil out and you're virtually throwing money at a lender who. in most cases, refuses to work with you.  

You say that if you walk away you won't be able to purchase a new home, and your credit will be destroyed.  That's true, however, after 3 
years, many new home builders are loaning to homeowners with foreclosures on their record.  And, if you consider that a home that is 
worth $105,000 today will only be worth $111,395 in 4 years, you will still be way ahead of where you are now.  Plus, if you have a job, 
and the ability to make a monthly mortgage payment, especially a payment which is less than half of what you're paying now,  I'm 
convinced that with a little effort, you can purchase a new home within a year.   Many of us are worried about the stigma that's attached to 
having a foreclosure on our record.  It's not easy to have a foreclosure on your record.  It's equally difficult to not have any credit.  
However, it's your money and if you feel it's worth $295,809 to keep your credit rating high and your pride in tact, then by all means, keep 
throwing money down the drain. 

By the time it's all said and done, there will be over 6 million foreclosures since the beginning of the real estate bust, and I believe that's a 
low estimate. Do you think that if you have the money and the ability to pay, that you won't be able to buy a new home?  I predict that our 
government will create an amnesty program that will forgive homeowners who have fallen into foreclosure over the past 5 years.  Mark 
my words,  the government needs to keep money flowing in order to stimulate the economy.  If it excludes people with past foreclosures 
from repurchasing a home, it will effect the economic recovery. 

Of course this is just one man's opinion.

Ralph Laurie


